









Dealers’ Net Price 
f.o.b. Greenwood, Miss. 


$14 750 


ultra modern testing instru- 


ments in one for the price of 


SUPER DIAGNOMETER, plus SHIELDED OSCILLATOR, plus ADVANCED 
TUBE TESTER, plus OHM-MEGOHMMETER, plus CAPACITOR TESTER 
. . 5 essential instruments in one at the price of one. 


Ask Your Jobber for Demonstration 


The Model 90, and the other SUPREME INSTRUMENTS as follow, 
carry the same guarantee as the AAA 1. 


SUPREME OSCILLATOR MODEL 70 


A thoroughly shielded, completely attenuated Oscillator . . . output meter 


. S1s ce mmeter. $49.7 5 
$30.00 
$5.00 





Dealer’s Net Price f.o.b. Greenwood, 
Miss., less tubes and batteries . . 


SUPREME OUTPUT OHMMETER 


Handsome Carrying Case for both 
and Accessories. . . . 6 «© « « 


SUPREME OSCILLATOR MODEL 60 


SUPREME Value in a HANDY OSCILLATOR 
Dealers’ Net Price 


F.0.B. Greenwood, Miss. $30.00 ro aad $3 .00 extra 


SUPREME TUBE CHECKER MODEL 40 


COUNTER TUBE CHECKER - - - “SUPREME BY COMPARISON” 
Dealers’ Net Price 


F.0.B. Greenwood, Miss. $30. 00 — $3.00 extra 








Distributors in all Principal Cities 
Foreign Division, 130 West 42nd St., New York City 
Cable Address: LOPREH, New York 















® CASH INON IT. 
©COMPAREIT . 
®°FORIODAYS ... 
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OU have heard of the amazing ease, completeness, 
b pete and acuracy of the SUPREME DIAGNOME- 
TER ...5 instruments in 1. Takes care of ALL the new sets 
and tubes, including the six-prong tubes, triple-twin, Wun- 
derlich, Duo-Diode, Mercury Vapor Rectifiers, etc., WITH- 
OUT ADAPTERS. Maybe you have had no real chance to 
prove its real economy, its convenience and income produc- 
ing power. Here’s how you can guarantee yourself. Send 
coupon below and learn how you can use the new DIAGNO- 
METER for 10 days FREE. No obligation. Prepare now for 
the onrushing service demands of the most exciting political 
grapple of this generation. 


SUPREME SET ANALYZER MODEL 90 


The famous one meter set tester that offers some of the unequalled features 
of the AAA 1 Diagnometer .. . and all of its own famous 1932 superiorities. 


Dealers’ Net Price t 7 g ; 5 0 


F.0.B. Greenwood, Miss. 


We will soon announce the new Supreme Model 56 Analyzer, that 
will be a sensation. Information now. 


ue mm ee ee eee ae ee eae ee 


SUPREME INSTRUMENTS CORPORATION 
442 Supreme Bldg., Greenwood, Miss. 

Tell me—absolutely without obligation—how I can use the new 
DIAGNOMETER for 10 days FREE. 
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| (Here name any other Supreme Instrument on which informa- 
} tion is desired.) 
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Name 

Address 

City State. 
Jobber’s Name 

City State. 

















There is sales 
appeal in the 


REMLER 


Now With New Short Wave Feature 


The Minuette brings in regular broadcasts from 550 to 
2000 kilocycles. A snap of the simple dual wave control 
to short wave brings in police calls, air mail pilots, ground 
stations and amateur broadcasting stations, from 45 to 
150 meters. 








This improved Minuette offers brilliant tone, full strong 
volume and sharp tuning. The following tubes of the new 
pentode type are a factor in its better-than-ever per- 
formance: #57 detector; #58 amplifier; #47 pentode; #80 


full wave rectifier. 


Cabinet is entirely new, and is attractively finished in 
contrasting woods. Popular with dealer and buyer alike 
because it will give months and years of trouble-free serv- 
ices. List price complete with tubes, 


including tax. 1 1 1 st et $9990 


REMLER COMPANY, Ltd. 
2101 Bryant Street San Francisco 
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Dynamic 





Permanent Magnet Speaker 








MAGNAVOX 
UNIFORMITY 


Asso.ute uniformity, char- 
acteristic of Magnavox products, is a most important virtue 
in these days of ruthless competition. Dependability - - 
the hidden ingredient, is far more important than a few 
cents difference in price. 

Magnavox, with 21 years of leadership in the field 
of acoustics, is naturally mindful that the highest quality 
standards be scrupulously adhered to in every plant oper- 
ation. In addition, Magnavox is in an unusual position, 


Magnavox Dynamic Speakers are available in a 


Single size and type for every requirement of the set builder. 
Stud Prices are well within the commercial range. For years 
Mounting the standard of comparison - - yet ever improved and 
refined. MERSHON 
The new Permanent Magnet Dynamic Speaker is Electrolytic 


the latest Magnavox development, designed for battery 
operated radio sets and for sound installations. 


Y MAGNAVOX CAPACITORS 


Magnavox has pioneered in the Electrolytic as well 
as the Speaker field. Eleven years of intense effort and 
broad experience lies behind our present line. A new 
factory unit, equipped in the most modern fashion with 
specially designed automatic machinery, places us in a 


‘position to care for any capacitor requirement quickly 


and economically. The use of automatic machinery in 
production safeguards the uniformity and high quality of 
Magnavox Capacitors, and insures freedom from impurities. 
This means longer life and better performance. Magnavox 
Capacitors are available in wet or dry types for every com- 
mercial requirement. 


Y MAGNAVOX SERVICE 


Magnavox is rightly known as Speakerand Capaci- 
tor headquarters. Highly trained engineers are ready to 
help you solve your acoustic and filtering problems, what- 
ever they may be. Submit your specifications and ask for 
samples of any Magnavox product which interests you. 

















MERSHON 
Electrolytic 





which makes it possible to maintain that uniformity of Capacitor 
quality in production, because every part going into a 
Magnavox Speaker is made in our own factory. This also Stud 
makes possible a better product for the same money. — 
- Mounti 
Y MAGNAVOX SPEAKERS _— 
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MAGNAVOX Capacitor 
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Terminals 























MAGNAVOX By-Pass 
Capacitor 





Magnavox Company L141. 


ESTABLISHED 1911 
GENERAL OFFICES AND FACTORY, FORT WAYNE, INDIANA 


_ Subsidiaries 
THE MAGNAVOX COMPANY, ELECTRO FORMATION, INC., 
MAGNAVOX (AUSTRALIA), LTD., MAGNAVOX (GREAT BRITAIN), LTD 




















——$—<———— 


Market St., 


Tell them you saw it in RADIO 3 
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Radiotorial Comment 


ES A — — ARN 
By The Editor 


TUBES AND SERVICE 


N one part of a certain territory there were 
509 radio dealers doing business a year 
ago. Today 211 remain. Three are “ex- 

clusively radio”. The others sell refrigerators 
and the usual sidelines. The dealer mortality 
has been about 50 percent in the twelve- 
month past. Those who are still in business 
report a general, but slight, improvement. 
Some dealers who formerly sold sets are now 
devoting their time exclusively to tube sales 
and general radio repairing and servicing. 
Tubes and service are the backbone of prac- 
tically every dealer who does business in small 
towns. Conditions have forced many a set 
owner to re-tube in 1932 instead of replacing 
with an entirely new radio set. Conditions 
likewise have brought many an old junk pile 
to the repair shop for general overhauling, 
plus re-tubing. There are thousands of peo- 
ple who can ill afford a new receiver this year. 
But who can afford a reasonable overhaul job 
of the old set and a new set of good tubes at 
the present low prices. Wise is the dealer who 
plugs for this business . . . keeps plugging. 
It is bringing results and profits to many who 
were moaning not many months ago. And 
there are plenty of dealers who have gone 100 
per cent into the repair and tube end of the 
game. We have yet to find one who isn’t mak- 
ing a living from it. 


“WRAPPED IN CELLOPHANE” 


NE of the clever merchandising ideas of 

the month is the cellophane-wrapped 

radio tube carton. An Eastern tube 
maker, whose name was but little known in 
the industry during seasons past, has staged a 
rather unusual come-back by wrapping his 
tube cartons in the renowned product of Du 
Pont. Like the cellophane-wrapped cigarette 
package and the endless number of other ar- 
ticles which are now wrapped in this trans- 
parent moisture-resistant material, the radio 
tube carton with its cellophane wrapping has 
proved to the dealers that these tubes can be 
sold in competition with the most widely 


known products of the more prominent mak- 
ers. Why the idea has not been adopted by 
others in the tube business is the question asked 
us by many dealers who are successfully mer- 
chandising the new cellophane-wrapped radio 
lamp. The reason for it all is quite simple. 
“They are FRESH tubes”, says the dealer, 
when he hands the carton to the prospect. 
“They are UNUSED tubes. They have not 
been tampered with since they were manufac- 
tured and if you want to buy this tube I will 
test it for you by breaking the cellophane wrap 
and switching on my tube tester.” 

Believe it or not, the argument is convincing. 
Even though some dealers no longer resell tubes 
which were replaced for no reason at all... 
even though the customer wants nothing less 
than the most widely advertised tube on the 
market . . . even though he has been warned 
against buying tubes without a pedigree, the 
sales of the cellophane-wrapped tube are go- 
ing UP .. . taking business away from the 
other tube manufacturers who insist that 
quality . . . trade mark and reputation alone 
can survive in these days of relentless mer- 
chandising practice. 

A check-up made among dealers who sell 
these tubes—and also among those who don’t 
—shows that the cellophane-wrapped tube is 
found on the shelves of the smaller dealer; the 
larger dealers confining themselves to the tube 
supplied by manufacturers who have adopted 
the consignment plan, or some other new plan 
which has been of great help to.the dealer in 
carrying a more complete tube stock without 
risk or waste, without fear of overstock. 


M ANY dealers have told us, repeatedly, 

that they can sell a customer ANY brand 
of tube IF the dealer himself guarantees the 
tube. The reduction in newspaper advertis- 
ing space (the total elimination of it by some 
manufacturers) has given the dealer an edge 
such as he has never had before. Regrettable, 
indeed, for the tube manufacturers who spent 
millions in advertising only to find themselves, 
now, with an altogether different kind of com- 
petition staring boldly at them. The continu- 
ance of a newspaper advertising campaign 
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would have made it unprofitable for many a 
heretofore but little known product to become 
a factor in the sales curve. The more a manu- 
facturer advertises to the consumer the more 
difficult it is for the dealer to sell the customer 
something else just as good.” 


With the decline in newspaper advertising, 
insofar as radio tubes is concerned, other man- 
ufacturers have climbed over the back fence, 
right into the dealer’s store . . . placed their 
merchandise on his shelves by means of some 
original, novel and convincing sales plans and 
have taken a lot of business away from the 
other tube manufacturers who, not so long 
ago, had a virtual “corner on the market”. A 
man advertises when times are good, stops his 
advertising when times are bad. When he has 
money to spend he advertises, when the money 
is gone he stops advertising. Wise are the 
manufacturers who increase their budgets for 
advertising when times are bad. Those who 
have have made money, in many cases. And 
it has been proved, convincingly, that when 
large manufacturers stop advertising, smaller 
manufacturers step in and grab a yeoman 
share of the business. With the coming to the 
front of some of these new stars in the sales 
firmament — with their unusual and, in some 
cases, extreme concessions which are made to 
the dealer, it becomes even more difficult for 
the larger manufacturers to continue with 
their previous ideas of merchandising. Like- 
wise, they too have been forced to make con- 
cessions and counter-concessions in order to 
cope with the methods employed by others who 
are so eager to grab a share of the dealer’s bus- 
iness. Down go the profits for the manufac- 
turer. Up go his sales expenses. Tubes on 
consignment at discounts heretofore consider- 
ed suicidal . . . new trade-in policies covered 
up by means of still longer discounts and new 
ways and means for baiting the sales hook are 
announced almost daily. The reason why such 
concessions can be made by some manufactur- 
ers, cannot be made by others, is due, in part, 
to the “economy” effected by the discontinu- 
ance of advertising. This saving is passed 
along to the dealer in the form of longer dis- 
counts, lower prices and unusual concessions. 
When the manufacturer stops advertising his 
product, the dealer must step in and do the 
advertising for him. The dealer is, therefore, 
the new advertising medium and it is up to 
him to sell the idea to the prospective customer. 
For if the dealer did not push the new product 
it is evident that no sales would be made. He 
pushes the new product because it brings him 
a longer profit. It may be harder to sell but 
the profit is larger. This condition will exist 


just about as long as the present condition of 
the nation remains as it is. But it does seem 
somewhat ironical to walk in on an old dealer 
friend and listen to his conversation with a 
prospect when he tries to sell his ‘new line” to 
some who have bought nothing but the most 
tried and proven kinds of merchandise in years 
gone by. 


But the dealer must eat, he tells us. He must 
sell the merchandise with the longest discount. 
He can convince the customer that his word is 
his bond ... and a sale is made... made for 
the newcomer who did nothing much when 
times were good . . . lost for the manufac- 
turer who spent millions to pioneer and stab- 
ilize a market. 


THE ODDS ARE IN YOUR FAVOR NOW 





HERE is food for thought in the many 
T suggestions which are forthcoming from 

those who are not in accord with the re- 
cently enforced postal rate increase. Perhaps 
you have found your mail box quite free from 
the mass of advertising literature which you 
formerly received. The increase in postal 
rates has forced many concerns to either dis- 
continue direct mail advertising or to reduce 
it to a “new low’. When a person goes to his 
mail box these days he finds in it only such mail 
matter as is of importance. The trifler can no 
longer afford to annoy you with a mass of lit- 
erature, most of which was usually thrown 
into the wastebasket or into the fireplace. 


Now is the time to use direct mail. Goafter 
your prospects with EFFECTIVE direct mail 
matter. Evena well-prepared postal card will 
hit the mark. Your message won’t be just one 
of the many pieces of mail in the box these 
days. Your message has a better-than-ever 
chance of being read. The advertising agencies 
are devoting much time to the preparation of 
altogether different and more effective kinds 
of copy for post-card advertising. Some of it 
is beginning to trickle into our own mail box. 
We are reading it .. . because our mail is not 
heavy in these lazy times. But don’t use direct 
mail... not even a post card, unless you have 
something worthwhile to tell, something 
worthwhile to sell. Let someone prepare the 
material for you, someone who knows what to 
say and how to say it. It’s cheaper in the long 
run. 
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ommercial Television 


In 4 Months 
Philco - Farnsworth-RCA 


Reportedto Have Pooled 
Television Patents 


ROM sources which have always proved reliable, "RADIO" learns of an agreement consummated 
between the RCA-PHILCO-FARNSWORTH interests whereby cathode ray television patents of 
all three have been pooled and the way cleared for the manufacture of commercially-practicable 
television receivers. The essence of the agreement, we are informed, is that no television receivers 
will be placed on the market until early in 1933. RCA was in control of certain patents, Farnsworth-Philco 
had others. It was necessary for the various factions to get together in order to give each an opportunity 
to produce a litigation-proof instrument. It was agreed to keep television off of the market at this time 
due, in part, to the present depressed conditions in business generally. With a noticeable improvement 
already at hand and with renewed buying power evident during the early spring of 1933, both factions 
hope for a successful and profitable television merchandising venture. The entire industry awaits the "go 
signal" for television. Numerous manufacturers have applied for experimental television licenses from 
the Federal Radio Commission. "Where there's smoke, there's fire." 


Sparton Prepares for Coming of 
Television. Is Granted License 


COMPLETE REPORT OF SPARTON'S ACTIVITY 
IS OUTLINED IN REPORT TO COMMISSIONERS 


FEDERAL RADIO COMMISSION 
WASHINGTON, D. C. 
EXAMINER’S REPORT NO. 393 


In Re Applications of 
Sparks-Withington Company 


Jackson, Michigan Dockets 
For Construction Permits for No. 1631 
Experimental Visual Broad- No. 1632 


casting and Special 
Experimental Stations 


Requested Assignment: 

Frequencies—One of bands 2750-2850, 2000- 
2100, 2100-2200 kc. Also a band in 43- 
0000-46000, 

48500-50300, or 

60000- 

80000 kc 

Power—100 watts 

Hours of Operation—7:00 to 11:00 a.m., 

1:00 to 5:00 p.m., 
7:00 to 11:00 p.m., 
daily except Sunday. 

This report is not final but is subject to 
approval, modification or rejection by the 
Commission. The parties to the proceedings 
have fifteen days, with the exception of those 
from the Fifth Zone who have twenty days, in 
which to file objections or exceptions, if any, 
to the report. 


Report of Elmer W. Pratt, Examiner 


These applications are for construction per- 
mits for (1) an experimental visual broadcast- 
ing transmitter and (2) a special experimental 
transmitter for the purpose of broadcasting 
sound signals in synchronization with the 
visual transmitter. 

The applicant company, extensively engaged 
in the manufacture of automobile horns, elec- 
tric refrigerators, radio tubes and radio receiv- 
ing sets (both broadcast and short-wave) and 
having total assets of $7,405,601.68 and an 
approximate net worth in excess of $4.000,000, 
has been interested in television for a number 
of years, has maintained contacts with leaders 
in the development of this art, and for at least 
two and one-half years has engaged extensively 
in laboratory experimentation and research with 
reference to problems involved in this field. 
(Tr. 6-12, 16, 18; Exs. 1, 2A to 2QQ). 

Of about $265,000 invested in laboratories 
and research and development equipment 
about $35,000 has been devoted to a television 
laboratory. In 1931 more than $300,000 was 
spent for radio and television research. (Tr. 
15). The television laboratory is equipped 
with the necessary measuring equipment, oscil- 
lators, etc., and all the research laboratories and 
facilities of the entire company are at the dis- 
posal of the nine engineers who are engaged in 
television work. (Tr. 15, 31, 48-52). 

The engineering personnel engaged in tele- 
vision research includes Thomas L. Gottier, a 
graduate of the California Institute of Tech- 
nology, who for a number of years has been 
engaged in radio research and development 
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work; a Dr. Stoll, former Professor of Mathe- 
matics at Zurich University, Switzerland, and 
recognized as one of the greatest mathema- 
ticians engaged in radio work; and a Dr. Ahr- 
onheim, a well-qualified television engineer who 
has been specializing for a number of years in 
various problems relating to the development 
of the television art. (Tr. 15-16, 31, 38-48; 
Exs. 3, 4, 5, 6). 

Applicant has experimented with various 
disc and vibrating mirror types of scanning and 
has developed a new disc type of scanning by 
means of which images have been transmitted 
on wires with considerable success. A cathode 
ray relay tube, used as a switch and capable of 
operation at high frequencies, is an integral 
part of the system. Pictures which have been 
transmitted correspond to a 62-line picture, 
that is, a 3600 element picture 15 times a sec- 
ond, which ordinarily would occupy a band 
width of 54 kilocycles. The method employed 
by the applicant, however, has cut the band 
width in half, i.e., to 27 kilocycles, with double 
side band transmission. This has been accom: 
plished without loss in picture detail. The 
new system is not limited to the frequencies 
involved in the 3600 element picture transmit- 
ted 15 times a second but theoretically the same 
principle may be applied to cutting the band 
width even more. (Tr. 31-33). 

Dr. Ahronheim has developed a method of 
scanning and transmission of television images 
in color, described as follows: 

“This system is based upon using twelve 
colored discs assuming that the colored image 








Vil 


Aathe- 
1, and 
hema’ 

Ahr- 
r who 
ars in 
pment 
58-48; 


arious 
g and 
ng by 
nitted 
thode 
ble of 
tegral 
been 
cture, 
a sec- 
band 
loyed 
band 
louble 
ccom:- 

The 
oncies 
ismit- 
same 


band 
od of 


nages 


welve 
mage 








wii 


points show in the different intensities of light 
or different color tones. The dark red and 
light red are not merely reds of different inten- 
sity but actually different colors. This method 
of scanning the image is the same as in previous 
systems, the difference lying in filtering the 
light before it enters the photo cell, governed 
by its place in the spectrum. The visible spec- 
trum contains many graduations of color, but 
this system undertakes to reproduce it with 
twelve. Assuming the revolving disc is ar- 
ranged with colored glass sectors through which 
the light must pass from the scanning apparatus 
to the photo cell, the ray of light can only pene- 
trate the appropriate filtered colors. It is, of 
course, necessary that the filter disc revolve at 
high speed to compensate for the fact that the 
light ray penetrates only one of its sectors at 
each revolution. Likewise, at the receiving 
end a similar system of scanning is used to build 
up the image also with a glass filter with twelve 
sectors placed between the source of light and 
the observer’s eye. When the two discs are 
synchronous the picture corresponds exactly 
to the image of the transmitter. The photo 
cell interprets just as many impulses as with 
the black and white transmission. Therefore, 


” the modulating frequency required is not great- 


er for color television, and when the trans- 
parency of the filter is properly regulated the 
image impulses at the start of the transmitter 
and the signals actually sent out are of uniform 
intensity.’ (Tr. 45). 

Dr. Ahronheim “proposes not to use a me- 
chanical filter system but to utilize a prism. 
This latter device, as we know, decomposes 
white light into its constituent colors. The 
whole spectrum will reproduce only when light 
has been directed into the prism; single colors 
will remain unchanged. Light rays will be dis- 
persed at different angles according to their 
wave lengths, and twelve photo-electric cells 
could be arranged side by side behind the 
prism, so that one will receive all the dark red 
which enters the prism, another all the light 
blue, and so forth. In actual practice, how- 
ever, only one cell need be used, because of 
the scanning device, when the color correspond- 
ing to the image point reproduced will be con- 
veyed to the cell.” (Tr. 46). 

Dr. Ahronheim further testified as follows: 

“A picture point which has a certain color 
will give a certain spectrum, of course, which 
depends upon the combination of colors which 
are in there. But I found out that even a 
shade, pure shade, can be made up completely 
by a spectrum, When I can restore this spec- 
trum artificially. then I will be able to get back 
again a picture point not only fairly true and 
accurate according to the color but even ac- 
cording to shade, and employ this in these for- 
mer systems which are discs in these books,” 
(Tr. 48). 


Dr. Ahronheim has been employed during 
the past seventeen months in the television 
laboratory of the Sparks-Withington Company 
where he has been experimenting along the 
lines indicated in the testimony above quoted. 
His work has resulted in the development of 
some new features and principles and it now 
appears desirable to test out these principles 
‘on the air’ in order to see if the theoretical 
laboratory results will work out in a practical 
manner when tested by actual operating condi- 
tions. (Tr. 54, 56). 

Should these applications be granted, the ap- 
plicant proposes to install the transmitters at 
the location of its laboratories in the northern 
part of the city of Jackson. About twenty-five 
receiving sets will be constructed and distribu- 
ted to employees of the applicant located in 
and near the same city. Experimentation will 
be carried on along the lines to which labora- 
tory work has heretofore been devoted. Ex- 
periments will also be conducted with refer- 
ence to the synchronization of sound and pic- 
ture. (Tr. 26, 34). 

Frequency bands set aside by Section 317 
of the Commission’s Rules and Regulations are 
as follows: 1600-1700, 2000-2100, 2100- 
2200, 2750-2850 kilocycles. The applicant 
requests one assignment in the group 2000- 
2100, 2100-2200, 2750-2850 kilocycles. From 
the evidence it appears that while there are 
existing experimental visual broadcasting sta- 
tions operating in the 2000-2100, 2100-2200, 
2750-2850 kilocycle bands with which the pro- 
posed stations of this applicant would likely 
interfere, no such interference would be ex- 
pected should the 1600-1700 kilocycle band be 
assigned to the use of this applicant. (Tr. 72, 
73). This band would be suitable for the pur- 
poses of the applicant in conducting experi- 
ments on the lower frequencies assigned for 
visual broadcasting and the frequency 1550 
kilocycles would be suitable for a sound chan- 
nel. The latter frequency is designated for 
such purpose by Section 324 of the Rules and 
Regulations. 


CONCLUSIONS 


It is concluded: 

1. The applicant's financial and technical 
resources are such as to warrant a finding that 
the granting of these applications would result 
in the proper construction and operation of the 
proposed experimental transmitters, looking 
to the development of the visual broadcasting 
art. 
2. The applicant’s past experimentation, 
laboratory research work, technical resources, 
apparatus and qualified personnel are such as 
to warrant the granting of facilities to permit 
the applicant to experiment on the air with re- 
gard to the principles worked out in the labora- 
tory. 


3. The applicant's proposed plan of re- 
search and experimentation, being a continua: 
tion of extensive work already done in the 
laboratory, comprehends an efficient system of 
checking transmitting and receiving sets look- 
ing to the development of such apparatus and 
gives assurance that the granting of the ap- 
plicant’s applications would probably result in 
a substantial contribution to the development 
of the visual broadcasting art. 

4. Of the frequencies designated for visual 
broadcasting by Section 317 of the Rules and 
Regulations of the Commission, the band 1600- 
1700 kilocycles appears to be the one which 
could most conveniently to all parties be as- 
signed for the use of this applicant. Although 
this band was not designated in the applica- 
tions it is suitable for the purposes of the ap- 
plicant, and the granting thereof would be more 
consistent with the economical use of facili- 
ties than the granting of any of the others avail- 
able under said regulations. 

5. Under Rule 319 and the Commission's 
general policy, the frequency bands 43000- 
46000, 48500-50300, and 60000-80000 kilo- 
cycles are assigned to qualified applicants for 
experimental visual broadcasting stations upon 
condition that licensees arrange for satisfactory 
division of time if and when objectionable 
interference occurs. (See Rule 308). 

6. The frequency 1550 kilocycles is avail- 
able under Rule 324 for synchronized sound 
transmission. 

7. It appears that public interest, conven- 
ience and necessity would be served by the 
granting of the applicant's applications. 

RECOMMENDATIONS 

It is accordingly recommended: 

1. That the applicant's application for con- 
struction permit for an experimental visual 
broadcasting station (File No. 2-PF-131, Dock- 
et No. 1631) be granted; and that a construc- 
tion permit be issued to said applicant specify- 
ing the frequency bands 1600-1700, 43000- 
46000, 48500-50300, 60000-80000 kilocycles, a 
power of 100 watts and hours of operation sub- 
ject to the conditions imposed by Rule 308 
upon experimental stations requiring time divi- 
sion when necessary to avoid interference; 

2. That the applicant's application for con- 
struction permit for a special experimental sta- 
tion (File No. 2-P-S-E-59, Docket No. 1632) 
be granted; and that a construction permit be 
issued to said applicant specifying the fre- 
quency 1550 kilocycles, and in addition the 
frequency bands 1600-1700, 43000-46000, 
48500-50300, 60000-80000 kilocycles, a pow- 
er of 100 watts and hours of operation sub- 
ject to the conditions imposed by Rule 308 
upon experimental stations requiring time divi- 
sion when necessary to avoid interference. 

Elmer W. Pratt, 
Examiner. 
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New Velocity Microphone Promises 
Revolutionary Broadcast 
Advances 


HE development of a radically new 

kind of microphone which promises 

to bring about revolutionary improve- 
ments in the quality and technique of 
radio broadcasting, was announced from 
the laboratories of the RCA Victor Com- 
pany, at Camden, N. J. 

The new microphone, according to the 
engineers who designed it, reproduces 
sound with a fidelity never before pos- 
sible, and, in addition, embodies technical 
advantages which will solve many press- 
ing studio problems. Unlike existing types 
of microphones which utilize diaphragms, 
the new “velocity” microphone utilizes a 


sensitive ribbon of duralumin, the heart 
of the mechanism, which vibrates exactly 
with the minute variations of the air par- 
ticles set in motion by the sound waves. 
RCA Victor engineers liken the opera- 
tion of the new “velocity” microphone 
to a fine mirror which does not add or 
subtract from the original image, but pre- 
sents an exact likeness. It responds uni- 
formly to the entire audible range of 
sound from zero to 14,000 cycles and over, 
which means that all of the subtle over- 
tones and shadings which give vitality 
and life to sound are faithfully reproduced 
to give the illusion of absolute reality. Ac- 
cordingly, the new microphone is free 
from a defect of existing microphones 
which tend to either over or under em- 
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phasize certain tones that are in resonance 
with the vibrating mechanism, producing 
the artificial whistles and hissing sibilants 
which acoustical experts have dubbed 
sound “whiskers”. 

Reproduction is so natural that it prom- 
ises to send many of the elaborate “sound 
effects” paraphernalia, common to the 
radio and motion picture studios, into the 
discard. The rattling of a bunch of keys, 
for instance, a severe acoustical test be- 
cause of the high frequencies called into 
play, actually sounds like rattling keys 
and not like a “string of tin cans rattling 
on a rocky road”. The ring of a tele- 
phone bell, too, is retained with all of its 
life-like quality, and above all human 
voices and the instruments of the orches- 

(Continued on page 12) 
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Good News 
ic trend towards improved business 


conditions for the coming months 

was reflected on all sides by the op- 
timism which has been evident in the 
minds of the buyers in attendance at the 
Western Retailers Conference and Mar- 
ket which closed August 20. Manufac- 
turers and wholesalers report increased in- 


terest on the part of retailers through at- 
tendance at the market which was ac- 
companied by a tendency towards buying 
in greater volume than had been expected 
by those who planned the market event. 
Furniture and radio manufacturers and 
representatives report that attendance at 
the Western Furniture Market and the 
advance showing of radio models has ex- 
ceeded that of similar periods last year 
and that buying has been stimulated to 
fill out depleted stocks. 

The announcement of two of the 
coast’s leading furniture factories that 
they will discontinue their price war 
is further evidence of returning pros- 
perity. The decision of these two com- 
panies to advance furniture prices ef- 
fective September 1 is expected to be 
followed generally in the industry and 
should result in stabilizing business 
conditions and increasing employment 
in various Pacific Coast furniture fac- 
tory centers. 





RCA Net Is $219,405 


OTAL gross income of $36,542,163 
|= net income of $219,405 for the 
Radio Corporation of America and 
its subsidiaries for the first six months of 
the year 1932 were announced recently 
by David Sarnoff, President of the cor- 
poration. 
The report in detail is as follows: 





New Eveready Jobbers 


Among the new Eveready Raytheon 
tube jobbers appointed recently by Na- 
tional Carbon Company are: 

Los Angeles Broadcasting Co., Los An- 
geles, Calif. 

Schwabacher Hardware Co., Seattle, 
Wash. 

Dunham, Carrigan & Hayden Co., San 
Francisco, Calif. 

R. C. James Co., Seattle, Wash. 

Pacific Wholesale Co. (formerly Wen- 
ger-Brill Co.), San Francisco, Calif. 


Philco Enters Parts Business 


UESDAY, August 16, 1932, will go 
| ae in RADIO HISTORY as the 

official date of Philco’s entering into 
the GENERAL REPLACEMENT 
PARTS business. 

A Philco letter to distributors reads in 
part as follows: 

“If you bring into your school ALL the 
independent servicemen and ALL the 
wireless amateurs (names and addresses 
to be obtained from the book described in 
my letter of July 13th and from the local 
wireless amateur’s club) in your terri- 
tory and explain Philco’s policy of selling 
general replacement and experimental 
parts to them you will be able to increase 
your parts business 100% starting im- 
mediately. 

“Don’t lose this opportunity of telling 
the PHILCO PARTS story to everyone 
interested in radio parts in your territory. 

“Quantities of the new PHILCO GEN- 
ERAL REPLACEMENT PARTS 
SHEETS are en route to you now. You 
will have them in time for your school. 

“You now have the most complete 
line of GENERAL REPLACEMENT 
PARTS ever offered by any manufac- 
turer. The quality of these parts is the 
highest it is possible to produce. The 
price compares favorably with the ordin- 
ary parts on the market. The distribu- 
tion is better than that of any other line 
of parts. The name PHILCO—the 
world’s largest radio manufacturer—is a 
guarantee of quality that no other com- 
pany can give. Many of the other parts 
manufacturers who up till now have done 
a large business have already admitted to 
us that Philco distributors can get a high 
percentage of the total parts replacement 
business. It is now up to you to make 
your start at your service school and then 
follow up the advantage this will give you. 

Yours very truly, 
PHILCO Rapio & TELEVISION 
CorPORATION 
Robert F. Herr, 


Service Engineer. 





Mershon Patents Upheld 


N JULY 27, 1932, in a 49-page 
opinion the Hon. Mortimer W. 
Byers, Judge of the United States 
District Court, Eastern District of New 
York, Brooklyn, held that Patent No. 
1,141,402 covering “Electrolytic Appli- 
ances Employing Filmed Electrodes”, and 
Patent No. 1,784,674 covering “Film For- 
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mation and Operation of Electrolytic Con- 
densers and other Apparatus” were valid 
and infringed. This decision was render- 
ed in a joint suit by Electro Formation, 
Inc., a subsidiary of Magnavox Company, 
Ltd., and Col. Ralph D. Mershon, vs, 
John Frederick O'Neill, doing business 
under the name of Radio Service Engi- 
neers. The defendant was a dealer han- 
dling condensers manufactured by the 
Sprague Specialties Company of North 
Adams, Massachusetts. 





TRIAD TUBE EXPORT UP 50% 


Second 3 Months of 1932 Show 50% 
Increase Over First 3 Months’ 
Period in Spite of Summer’s 
Approach 


HORTLY before leaving for an extend- 
S ed trip to the West Coast, Mr. H. H 

Steinle, Vice-President and General 
Sales Manager of the Triad Manufactur- 
ing Company of Pawtucket, R. I., made 
the statement that his company has been 
able to show a very marked improvement 
in its foreign sales. 

In addition to increasing the percentage 
of its total sales in foreign countries the 
Triad Company has also greatly increased 
the number of its accounts in South Amer- 
ica, Continental Europe as well as Aus- 
tralia. 

Mr. Steinle is a firm believer in the fact 
that advertising can be made to build 
greater business. When nearly every: 
body else is cutting down on their adver- 
tising he says that that is the time to place 
the advertising properly to increase sales. 
In view of the fact that almost all other 
export radio business has been reduced, 
Mr. Steinle’s policy of increasing his ad- 
vertising appropriation and effort seems 
to be well founded. 

He believes that his trip to the Coast 
is going to enable him to line many addi- 
tional outlets in territories where Triad’s 
have not been sold as thoroughly as he be- 
lieves they should be. He also said that 
the domestic sale of “Certified” Triad 
Tubes has increased very materially in 
July over June. 





and Refrigeration Show to be held 
by the Hotel Edison, Forty-seventh 
street just west of Broadway, New York, 
September 19 to 25, were announced by 
the management. Each exhibitor will be 
allotted the same amount of space for the 
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display of his product or products and 
more than 400 invitations have been sent 
out to the leading firms, not only in the 
radio and refrigeration fields but also to 
those in allied industries. Harry Gold- 
man, who is a pioneer in the radio world, 
has been appointed managing director for 
the show which will be formally opened 
with appropriate ceremonies and enter- 
tainment features. 

“The show this year,” said Mr. Gold- 
man, “will be particularly interesting to 
distributors, jobbers, and dealers because 
the object of the event is to make it easy 
for all types of manufacturers, both large 
and small, to exhibit and demonstrate 
their products on a parity. 

“Each exhibitor will have the same 
amount of space, so that the visiting deal- 
er or jobber will not be impressed by any 


display out of proportion to the area al- 
lotted by the hotel management, therefore 
the small manufacturer will have an equal 
opportunity with the big corporations in 
the industry to interest prospective pur- 
chasers in his merchandise. 

“At the same time the large firms will 
not be put to an unnecessary expense in 
order to show their products by buying 
dominating space that has been costly in 
the past for business affairs of this kind. 

“We have also invited manufacturers 
of other lines, allied with the radio and 
refrigeration industries, to exhibit their 
wares which can easily be sold to this class 
of jobber or dealer. 

“We have available approximately 
15,000 square feet of floor space for the 
booths so that, while the number of ex- 
hibitors must necessarily be limited, there 


will be ample room for spacious aisles and 
other advantageous points of observation. 

“The Grand Ball Room in which the 
exhibition will be held is an exact repro- 
duction of the banquet hall in the famous 
Casino at Nice, France, and many of the 
decorations were imported from that coun- 
try. The room is air conditioned, that is, 
the hall is ventilated by the temperature 
control system, which regulates the hu- 
midity in the atmosphere. 

“We have not lost sight of the enter- 
tainment features during the week. The 
show will be formally opened with a 
breakfast in the Adams Room to all visit- 
ing dealers and jobbers, which will be 
followed by a luncheon on the same day 
in this beautiful restaurant for the man- 
ufacturers and exhibitors, as guests of the 
hotel. 
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EFFECTIVE DISPLAY ACCLAIMED BY DEALERS 


THs General-Electric display brought unusually favor- 
able comment from dealers who saw it at a recent ex- 
hibition in Boston. It is so simple and so effective that a 
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similar display can well be used by radio dealers for store 
window purposes. It is inexpensive in construction, yet 
highly eye-appealing. 








Another Angle 
On the Increased Postage Rate 


By H. F. LEWIS, Eastern Manager, Direct Mail Division 


Most of the editorials to date dealing 
with the subject of 3c first class postage 
seem to overlook one very important an- 
gle. 

Direct Mail Advertisers have been ad- 
vised to— 

1—Switch to third class 1c postage and 

save $10.00 per thousand pieces. 

2—Spend the $10.00 in refining and 
cleaning up the mailing list. 
3—-Spend it for better printing and 
more powerful mailing pieces. 
4—Increase the size of the list and 


reach more prospects for the same 
money. 


These suggestions are all good and ex- 
tremely helpful. However, what the ad- 
vertiser is interested in, is the actual cost 
per inquiry or order received and he is not 
greatly concerned with whether it comes 


from the use of a 1c stamp or a 3c stamp. 

In facing the new condition, he has 
been led to think in terms of an increase of 
50% in cost. Asa matter of fact, the ac- 
tual increased cost is approximately 
1643 %. 

The ordinary sales letter mailed under 
a 2c stamp costs, complete with stationery, 
printing, labor, and 2c postage, approx- 
imately 6c. Under the new rate it will 
cost 7c. 

To meet the increased postage cost and 
still secure inquiries and orders at the 
same cost as heretofore, it is only neces- 
sary that the advertiser secure seven in- 
quiries where heretofore he has secured 
six. It is highly probable that this will 
happen. 

With millions and millions of mailing 
pieces being withdrawn from the first 
class group and mailed as third class mat- 
ter, it is obvious that first class matter will 





take on added dignity, prestige, and pull- 
ing power. 

First class mail has become a distinctly 
high hat medium. It should be compara- 
tively easy to make seven inquiries grow 
where six previously grew. Many adver 
tisers who make the test will be agreeably 
surprised to find that they are getting more 
than the expected number of inquiries and 
that the cost per inquiry and order is ac- 
tually lower under the 3c rate than it was 
under the old 2c rate. 

In any event, there is a perfectly simple 
method of determining which classifica: 
tion to use. Make a small test mailing 
of identical pieces to similar names send: 
ing half of the mailing under first class 
postage and the other half as third class 
matter. 

Let the percentage of replies and the 
cost per inquiry or order settle the argu- 
ment. 
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Employment Survey by U. S. Department 
Of Labor Gives Latest Statistics 


HE Bureau of Labor Statistics of the U. S. 
Department of Labor reports the changes 
in employment and earnings in May, 1932, 
as compared with April, 1932. based on returns 
made by 64,844 establishments in 16 major in- 
dustrial groups, having in May 4,419,506 em- 
ployees, whose combined earnings in one week 
were $90,815,167. The combined totals of 
these 16 groups show a decrease of 3.2 per cent 
in employment and 3.9 per cent in earnings. 
Increases in both employment and earnings 
were reported in the quarrying and nonmetallic 
mining and the dyeing and cleaning groups, 
while increased earnings coupled with small 
declines in employment were reported in the 
crude petroleum, power and light, electric rail- 
road and motor bus operation, and wholesale 
trade groups. Decreases in both employment 
and earnings were shown in the remaining ten 
groups. In the groups reporting decreased em- 
ployment, decreases of 1 per cent or less were 
shown in crude petroleum, telephone and tele- 
graph, power and light, retail trade, and laun- 
dries, while the wholesale trade and electric 
railroad and motor bus operation groups re- 
ported losses of slightly more than 1 per cent. 
Decreases ranging from 3.1 per cent to 4.5 
per cent were reported in the hotel, manufac- 
turing. anthracite, and bituminous coal mining 
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groups. The most pronounced declines in em- 
ployment from April to May, ranging from 
10.3 per cent to 13.8 per cent, were shown in 
the building construction, metalliferous min- 
ing, and canning and preserving industries. 
MANUFACTURING INDUSTRIES 

Employment in Manufacturing industries 
decreased 4 per cent in May, as compared with 
April, and earnings decreased 4.9 per cent. 
Per capita earnings of employees in manufac- 
turing industries decreased 1 per cent over 
the month interval. 

These changes are based on reports made 
by 18,420 establishments in 89 of the principal 
manufacturing industries in the United States, 
having in May 2,718,865 employees whose 
combined earnings in one week were $50,813,- 
581. 

Two groups of industries, food and trans- 
portation, reported increases in both employ- 
ment and earnings from April to May. The 
remaining 12 groups reported decreases in 
both items over the month interval, the textile 
and the leather groups reporting the greatest 
declines in both employment and earnings. 

Increased employment in May, as compared 
with April, was shown in 13 of the 89 separate 
manufacturing industries upon which the 
bureau's indexes of employment and earnings 


RADIO FOR SEPTEMBER 


are based and increased earnings were reported 
in 20 industries. The most pronounced gains 
in employment over the month interval were 
seasonal increases in the beet sugar and ice 
cream industries. Other substantial gains in 
employment were shown in the radio, butter, 
forgings, beverage, slaughtering, brick, and 
cane sugar refining industries. The automobile 
industry reported an increase of 1.5 per cent 
in employment and a gain of 13.5 per cent in 
pay roll totals, due to sharply increased produc’ 
tion in May over the April output. The great’ 
est falling-off in employment from April to May 
was the seasonal decline reported in the fertil- 
izer industry. Pronounced decreases in em’ 
ployment were also reported in the agricultural 
implement, millinery, cottonseed oil, steam fit’ 
tings, silk goods, and machine tools industries. 
The cotton goods and the boot and shoe in: 
dustries reported losses in employment over the 
month interval of 8.3 per cent each, while the 
iron and steel and the foundry and machine- 
shop products industries reported decreases of 
3.7 and 3.2 per cent, respectively. 

In May, 1932, 13,058 operating establish: 
ments in 89 manufacturing industries reported 
an average of 84 per cent of full-time opera’ 
tion, this being 1 per cent lower than the aver’ 
age reported in April, 1932. 





Results of Huge Refrigerator 


1a Sales Drive Analyzed 


During the month of July, 1932, the _ history of their businesses. Users of Leon- “The campaign resulted in the hottest 
Leonard Refrigerator Company, now of ard iceboxes, they declared, without ex- _ list of prospects I have ever seen.” 
Detroit, manufacturers of electric refrig- ception were predisposed toward the mod- “Our salesmen are jubilant. They're 


erators, conducted one of the most unique —_ ern Leonard because of the unfailing serv- going into homes and selling electric re- 
campaigns in the annals of selling. Seek- ice they had received over periods as long _frigerators where the Leonard name has 


ing an answer to the question “What's in as 30, 40 and 50 years. been a familiar and respected one for 
1d pull. a name?”, the company launched what it Phil A. Russell, president of the Russell many years—in some cases, 30, 40 and 
called the “Oldest Leonard” campaign. Philco Radio Company, Leonard distribu- even 50 years.” 
stinctly Through display advertising in approx: tors in Kansas City, Mo., wrote early in “It’s proving easy to sell Leonard elec- 
mM para- imately a thousand leading newspapers of the campaign: “We handled this through _ trics where Leonard iceboxes have paved 
S grow the United States, distributors announced the Mace-Ryer organization. They ran _ the way by long years of satisfactory serv- 
adver: that the factory would pay $500 for the a three column, 10 inch ad offering a ice. The name has an enviable reputa- 
reeably oldest Leonard icebox. Furthermore,each Leonard (electric) free to the owner of _ tion.” 
1g More distributor announced that he would ex’ _ the oldest Leonard icebox still in use. They “Give us in the field some more keen 
‘les and change a brand new Leonard electric for _ received over three hundred entrance cou- merchandising ideas along this line. We'll 
r is ac the oldest Leonard icebox in his territory. pons in forty-eight hours and sold over produce!” 
| it was The campaign, according to A. M. twenty-one boxes. Of an 80-year-old Stockton, Calif.’ 
Taylor, director of merchandising for the “This plan, commented Mr. Russell, woman, the factory is buying for $500 the 
simple company, proved an outstanding success, “accomplished two major purposes. It “oldest Leonard.” Her statement, setting 
issifica- not only from the standpoint of deter’ proved the Leonard name to be well forth that her box is 51 years old and sup- 
nailing mining “What's in a name?”, but along known, and convinced our dealers that the _ ported by a sworn affidavit, reads: 
s send- practical, or sales, lines. Leonard’s army merchandise was readily saleable.” “I purchased mine in 1881, about May, 
st class of distributors and dealers, seeing the The J. A. Williams Company, Pitts) when I moved into my new home at 1112 
d class sales possibilities of the idea, cooperated burgh, reported that it had received 1649 East Washington street, where I have 
practically 100 per cent in carrying it out entrance coupons and that it had chalked since continued to reside and have had 
nd the along the lines laid down by the factory. up 350 unit sales. the icebox in constant use.” 
> argue The result was that thousands of users Buhl Sons Company, Detroit distribu- In constant use . . . continuous satis- 
of Leonard iceboxes registered with deal- tors, had 85 entries and recorded thirty- factory service . . . been in the family 49 
ers, presenting, when asked, sworn state- _ eight unit sales. years . . . such comments as these be- 
ae ments and other evidence as to the age of Thirty entrance coupons were received sprinkle the thousands of letters from 


their models. A tabulation of the results from the sparsely-settled territory of the users, written distributors and dealers in 
of the campaign shows that for every Dakota Electric Supply Company, Fargo, connection with the campaign. 
T eighteen entrance coupons filed, the sale N.D. Twelve unit sales resulted. “As a result, we've just come to realize 
n of a Leonard electric resulted. The factory received hundreds of com- _ the true value of an old, established name,” 
Dealers and distributors were enthu- munications from the field, commending says Mr. Taylor. “Merchandisers of oth- 
siastic over the outcome, maintaining that the “Oldest Leonard” campaign and ask- er products can well take a lesson from the 
they had come in possession of the best ing for more sales ideas like it. A fewex- surprisingly beneficial results of our ex- 


and most workable list of prospects in the cerpts follow: ploration into the past.” 
» foes a ae aes a 
al a _— : ; : : , ; ’ 
vail fat Million and Half Readers Enroll in — drive among our selling forces, Norge is New List of Foreign Radio Broad- 
rains in Norge Contest also sponsoring a nation-wide Consumer casting Services Issued 
butter, HE sale of Norge Rollator Refrigera- Cross Word Puzzle Contest which is ac- HE Electrical Equipment Division of 
tors for the first seven months of 1932  quainting prospective customers with the the Department of Commerce has 
er cent just about equalled the total volume _ benefits of Rollator Refrigeration. This issued a new list of foreign stations 
cent in for the entire year of 1931, according to contest is being effectively supported by broadcasting for popular reception, giv- 
produc: a statement issued by Howard E. Blood, both national magazine and newspaper _ ing location, designation, operating char- 
sates president of Norge Corporation, electric advertising, with the bulk of the pub acteristics, and ownership. Separate tab- 
» fertly refrigeration division of Borg-Warner _ licity appearing in the newspapers. One ulations are given for middle, long, and 
in em: Corporation. and one-half million entrants registered short-wave bands, and for television, though the 
cultural “Our summer sales are holding up very _ in the Norge contest. television list is not presumed to be completed. 
onthe satisfactorily,” said Mr. Blood. “Extreme- “In this campaign, as in previous ones, Under ree a it has been made ne- 
ieee hee ly warm July weather throughout many we are maintaining our policy of close par y The Qt a a dis- 
es o ‘nana of -~ gn has es —_ with waa on pee oan : aire iat e darren yo " ' a 
we housewives with the necessity of adequate __tablishing personal contact with our dis’ Washington and at District Offices of the Bu- 
aaa and constant refrigeration for the proper tributors and dealers and assisting them eau in principal cities throughout the country. 

preservation of foodstuffs. in the execution of the campaign plans. Checks and money orders should be made 
tablish: “Another factor contributing to the This policy of intimate, personal associa’ payable to “The Bureau of Foreign and Do- 
eported steady advance of Norge sales is the spe- _ tion has been one of the prime factors in este Commerce.” Special prices for large 
7 cial Summer Sales Campaign now in Norge’s unusually consistent growth in > scape can be arranged by addressing the 
e aver s . gn . . ureau at Washington. Only a limited supply 

progress. Supplementing this special popularity and consequent sales.” is available. Stamps are not acceptable. 
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New Velocity Microphone 
(Continued from page 7) 


tra may be identified with a positiveness 
never before possible. 

In its application to sound recording, 
the new RCA Victor microphone may be 
looked to for further, marked improve- 
ments in the finished product. For, de- 
spite the high degree of perfection now 
obtainable, the new developments assure 
considerably more progress toward the 
ultimate in realism. 

Another important advantage of the 
velocity mircophone is its positive direc- 
tional characteristics. In radio and in 
recording work this means that it will no 
longer be necessary to crowd entertainers 
on one side of the microphone. Perform- 
ers may speak their lines while facing 
each other on opposite sides of the micro- 
phone and large orchestras may be more 
advantageously placed for the best en- 
semble effects. It also simplifies the prob- 
lem of studio acoustics, because reverba- 
tion pickup may be varied simply by ad- 
justing the angle of the microphone. In 
sound motion picture recording, it is pos- 
sible to place the camera at absolute right 
angles to either sensitive side of the micro- 
phone where sound pickup is almost down 
to zero and eliminate entirely the noise 
of the camera grinding, and even permit 
whispered directions to performers which 
this most sensitive of microphones will not 
transmit. 

Although the most delicately responsive 
microphone ever developed, the new RCA 
Victor microphone is extremely rugged 
and impervious to changing atmospheric 
conditions because of its all-metal con- 
struction which includes no paper or fibre 
material at critical points to give any 
trouble. 

Engineers of the National Broadcasting 
Company have for some time been study- 
ing experimental models of the RCA 
Victor velocity microphone with the view 
of making them standard equipment in 
all their studios as soon as they are avail- 
able. Arrangements have been completed 
with the owners of station WCAU, 
Philadelphia, for installing the first of 
these new microphones in their new 
studios, which are said to be the most mod- 
ern in the world. 





GUARANTEED 
Microphone Repairs 


Any make or Model—24 hour service. 
Stretched diaphragm double button 
repairs $7.50. Others $3.00. Single 
button repairs $1.50. 


Write for 1933 Catalog with diagrams. 


Universal Microphone Co., Ltd. 
INGLEWOOD, CALIF. 
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Western Electric Announces Suitcase 
Public Address System 

HE latest convenience for this year’s 

political campaigners or any other 

speakers who address meetings where 
no amplifying facilities are available comes 
to light in the announcement of the West- 
ern Electric Company that there is avail- 
able a complete public address system so 
small that it fits into a suitcase and is car- 
ried around by hand. This System was 
designed by Bell Telephone Laboratories. 
The amplifier in the system has a gain of 
71 decibels, enough to magnify the speak- 
er’s voice from one to many thousand times 
its natural loudness according to the sur- 
roundings. 

The entire equipment including the 
case weighs 70 pounds. The equipment 
includes the amplifier, a loudspeaker, a 
control unit and the necessary connec- 
tions. It operates from the regular alter- 
nating current electric power supply. 

To make its convenience complete, the 
miniature public address system is ar- 
ranged for use with another miniature de- 
vice developed by the same engineers, the 
so-called lapel microphone which came 
into prominence during the broadcasting 
of the national party conventions at Chi- 
cago. When the orator arrives at his in- 
door or outdoor meeting, all he does is set 
the case down in a good place, plug in on 
the electric light line, pin the tiny micro- 
phone on his lapel, step up on the plat- 
form and commence talking in his ordi- 
nary tone. The wire from the micro- 
phone gives him 30 feet in which to make 
dramatic strides and gestures. An assist- 
ant seated inconspiciously as far as 50 
feet away can, by means of remote volume 
control, help the speaker punctuate his 
points without actually raising his voice. 

The system can also be used with an 
electrical reproducer to amplify phono- 
graph records of music or prepared 
speeches. 

The case into which the equipment fits 
is 1934 inches square and 101% inches 
deep. The case contains a bracket for 
carrying spare vacuum tubes. A three- 
stage amplifier is used. Each of the first 
two stages employs a single vacuum tube, 
while the last stage uses two tubes in a 
push-pull circuit. The amplifier has an 
adequately uniform frequency character- 
istic between 70 and 7,000 cycles and an 
undistorted peak output power of 3 watts. 

The power supply equipment inside the 
amplifier unit itself consists of a trans- 
former, a Western Electric full wave 
rectifier tube and a filter circuit. This 
equipment provides direct current for op- 
eration of the amplifier, the loud-speaker 
and the microphone. The filaments of the 
vacuum tubes are operated on alternating 
current directly from the transformer. 

The loudspeaker is of a dynamic type 
and is mounted on a wooden baffle board 
in front of the carrying case. The West- 
ern Electric lapel microphone is 11/4 inches 
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in diameter and is a carbon button trang. 
mitter encased in soft rubber with a metal 
clip for fastening to the user's clothing 
The microphone control unit consists eg. 
sentially of a network through which the 
current for the microphone is obtained: 
a repeating coil which couples the micro. 
phone to the amplifier and an external or 
remote volume control. The volume js 
controlled by means of a potentiometer 
which is connected to the microphone con- 
trol unit by a 30-foot cord. 

As accessory equipment, a control cab: 
inet is available which permits the con- 
nection of any one of five microphones to 
the amplifying system. This cabinet pro- 
vides noiseless switching and facilities for 
supplying current to the microphone. 





Arcturus Tube Exports Reach 76 
Foreign Countries 


HE world-wide acceptance of Arctur- 
us Blue Tubes is evidenced in a re- 
cent address made by W. A. Coogan, 
Export Sales Manager of Arcturus Radio 
Tube Company, Newark, N. J., in which 
he states that his company is now export: 
ing to 76 countries throughout the world. 
“I know of no tube that has an equal 
world-wide distribution as Arcturus 
Tubes. The fact that more radio set 
manufacturers in the United States use 
Arcturus tubes as initial equipment than 
any other tube has given a marked im 
petus to our foreign distribution,” says 
Mr. Coogan. But, he adds this signifi- 
cant thought: “this most extensive dis- 
tribution of Arcturus tubes with a result- 
ant world-wide service has naturally ap- 
pealed to the set manufacturer so that 
more and more are equipping their re: 
ceivers with the Blue Tube as initial 
equipment. Not only has this service dis: 
tribution appealed to American manw 
facturers but has had equal weight among 
foreign set manufacturers. This has re’ 
sulted in giving us a formidable interna’ 
tional list of receiver manufacturers who 
use Arcturus tubes as initial equipment. 
“In most countries which we serve the 
best jobber located in the domain is usually 
an Arcturus Jobber and we are proud of 
this fact. In a survey which we have re’ 
cently completed it has been definitely es: 
tablished that in many countries through: 
out the world Arcturus tubes lead not only 
in acceptance but in volume sales. Our 
export sales have shown a constant in 
crease from year to year in spite of the 
depression, tariff walls and foreign ex’ 
change restrictions.” 





Wants 18th Century Cabinet 
I'm interested in a phono-radio com 

bination in an 18th Century English cab 
inet. Can you tell me of any manufactur’ 
er that has this on the market? 

Albert Kent, 

2121 Cedar Avenue, 

New York, N. Y. 
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Kansas Dealer Is Optimistic 

“With farm products and live stock 
taking a turn upward, I expect one of 
my best seasons this fall and winter,” says 
B. G. Gustafson, prominent radio and re- 
frigerator dealer of Lawrence, Kansas. 

While admitting that conditions dur- 
ing the past two years have been unsatis- 
factory, Gustafson is unusually optimistic 
as to the future of the radio business in 
his territory. 

The beneficial results of concentration 
on a sigle quality line, which minimizes 
unprofitable service and eliminates the 
small, low priced set, have contributed 
largely to his confidence. 

“I have never regretted my decision to 
concentrate on one quality line. The an- 
noyance and expense of unnecessary 
servicing has been eliminated. Main- 
tenance work for my customers has been 
reduced to the routine replacement of 
worn-out tubes.” 

According to Gustafson, the flooding 
of the market with inferior and midget 
sets has been more of a barrier to profitable 
sales volume in his community than gen- 
eral economic conditions. 

“I welcomed the elimination of the 
midget from the line I sell. If there were 
some way of eliminating it entirely from 
the radio picture, I am sure that desirable 
stabilization of prices and quality would 
result. 

“Then it wouldn’t be long, in my opin- 
ion, before practically all radio dealers 
would forget where they put the red ink 
bottle.” 

Gustafson won the $250 cash prize of- 
fered by The Sparks-Withington Com- 
pany, Jackson, Michigan, for a name for 
its new Sparton receiver equipped with 
three speakers. ‘““Triolian” was the prize- 
winning name selected from many sugges- 
tions submitted during the contest, which 
was open to radio dealers only. 





Columbia Adds New Jobbers 


OLUMBIA PHONOGRAPH Co., INC., 
is rapidly perfecting its system of 
distribution for the new line of 

radio receiving sets, recently designed and 
exhibited for the first time at the Chicago 
show of the Radio Manufacturers Asso- 
ciation. 

Among the additional distributors just 
appointed are: 

Milhender Electric Supply Co., Bos- 
ton, for the Boston territory. 

Stern & Company, Portland, Me., for 
the Maine territory. 

G. and M. Distributing Co., Harris- 
burg, Pa. 

Rockefeller 
bury, Pa. 

Kelly How-Thompson, Duluth, Minn. 

F. C. Hayer & Co., Minneapolis, Minn. 

Interstate Sales Co., Milwaukee, Wis. 

Electric Supply Co., Tampa, Fla. 

Commenting on the progress made with 
the new line, H. Curtiss Abbott, Vice- 


Accessories Co., Sun- 


President in charge of Sales Merchandis- 
ing and Advertising of the Columbia 
Company, states: 

“We are particularly pleased with these 
appointments, especially in view of the 
fact that many of these distributors at- 
tended the Chicago show and there se- 
lected Columbia from among the many 
excellent lines exhibited. I am convinced 
that Columbia's forty-two years of music 
recording background had much to do 
with their decisions. These distributors 
have sensed the demand from the public 
for tone quality in radios; and, the Co- 
lumbia product has met every competi- 
tive test. 





Navy Orders Aircraft Radio Sets 
From Westinghouse 
N ORDER amounting to more than 
A $100,000 has been received by 
the Westinghouse Electric and 
Manufacturing Company from the Navy 
department for aircraft radio transmitting 
and receiving equipment. The equip- 
ment will be built in the Chicopee Falls 
Works—radio product division of the 
Westinghouse Electric and Manufactur- 
ing Company. 





Royal National Company to Handle 
Export for Packard-Capehart 
Line 

RRANGEMENTS have been con- 
A cluded by Mr. H. E. Capehart, 
President of PACKARD-CaPE- 
HART, INC., Fort Wayne, Indiana, for the 
placing of this company’s export line with 
the well-known firm of Royal National 
Company, Inc., 47-02 Fifth street, Long 
Island City, New York. 

Mr. Allan Strauss, Vice-President of 
the Royal National Company, left on Au- 
gust 10th for an extended European trip. 
During his travels abroad he will contact 
all of the direct foreign sales representa- 
tives of hiscompany. He will likewise call 
on all of the large phonograph and radio 
manufacturers on the continent to ac- 
quaint them with the unusual features of 
the PACKARD record changer and other 
American-made radio and phonograph 
component parts. 

In commenting upon the sales possibili- 
ties of the PACKARD record changer, Mr. 
Strauss said: 

“The importance of the phonograph in 
foreign markets is well demonstrated by 
the fact that American radio manufactur- 
ers have always included combination 
phonograph-radio models in their export 
lines. 

“These combinations have generally 
been of the single-record type for condi- 
tions abroad have necessitated such mod- 
els to fit into the price requirements of the 
foreign market. Now, the PACKARD au- 
tomatic record-changing device opens an 
entirely new market in supplying over- 
seas users of radio products with an im- 
portant component for their automatic 
phonograph-radio combinations. 
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Tue Gayiorp fulfills with 
lasting satisfaction the desires 
of a discriminating clientele; 
offering two, three and four 
—= . rooms furnished, one and two 
baths. Rates from $100. 


Los Angeles <1... 
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THE 
AMERICAN 
HOTEL 
275 ROOMS 
WITH BATH 








ANNEX 


226 ROOMS 
WITH BATH 


$1.50 Up 
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MARKET at SIXTH 


Our Food has made 


our Reputation 
COFFEE SHOP OPEN 
UNTIL MIDNIGHT 
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ITS SAFER TO USE 


CONCOURSE! 








| V-8 Condenser 


A Radical Improvement in Con- 
denser Design of Vital Interest 
to Condenser Users 


DUE TO— 


The ribs or vanes aiding in the 
cooling of the condenser, there- 
by making it more efficient in 
operation. 


Its smaller size leaves more 
“breathing”’ space in the midg- 
et chassis for other component 
parts. 


Although its size has been de- 
creased considerably, in com- 
parison with the standard 8 
mfd. metal container, the qual- 
ity of the condenser has not 


CONC DURSE 














been sacrificed, and the voltage 





has been increased to a higher 


tainer. 





Type v-8 8 mfd. 


ae Peak V. 600, 
Will eliminate the easy denting W. V. 450 
of the standard metal con- Dim. L. 3; 


D. 15%” 


CONDENSERS 


For All Replacement Jobs 
and for Initial Installations 


Y ALL odds . . . CONCOURSE 

CONDENSERS are meeting 
with approval everywhere. Their 
unique constructional features .. . 
their sturdy build . . . their compact- 
ness and SAFETY features . . . make 
CONCOURSE the most suitable and 
most satisfactory condensers for all 
replacement and service work. Man- 
ufacturers, too, endorse these con- 





densers highly for all types of sets. 
There is a CONCOURSE condenser 
for every purpose. Write today for 
complete information on the entire 


CONCOURSE line. 











MULTI TAP 
CON DENSERS 


Continuous, non-in- .01 to 
ductive winding. 2.5 mfd. 
50c to $1.40 400 D.C.W.V. 


~——, 


Dry Electrolytic 
CONDENSERS 


in Tubular Containers 
2 to 8 Mfd. Max. D.C. Peak 
Voltage 600. D.C.W.V. 450. 
Diameter 2”x1” to 31/4”x1l4", 
List Price 80 cts. to $1.20. 
Housed in moisture-proof 
paper tube with metal strap 
bracket. 


Type B 
(Above) 

















Concourse Electric Company, Inc. 
On the Pacific Coast — NORTON SALES CO., INC. - 


387-411 Wales Ave., New York, N. Y. 
285 BRANNAN STREET, SAN FRANCISCO, CALIFORNIA 








Abbott of Columbia Is Also Optimistic 


ONEY is beginning to circulate in 
the great agricultural west and 
northwest; the farmers are buy- 

ing; the merchants are replenishing their 
stocks; and, as for radio, business this 
fall will be far better than in 1931. 


That is the view of conditions beyond 
the Mississippi brought back east by H. 
Curtiss Abbott, Vice-President of the Co- 
lumbia Phonograph Co., who spent con- 
siderable time the latter part of July in a 
study of the market situation in that ter- 
ritory. 

“Out there,” said Mr. Abbott, “one 
does not encounter that pessimism which 
seems to grip us here in the east. There’s 
money in the agricultural sections and it 
is beginning a healthy circulation. Farm- 
ers are buying all kinds of supplies—ar- 
ticles which have been dispensed with for 
a good while and which probably could 
be done without for some time to come. 
For instance, there has been steady buy- 
ing in wire fencing and in new and ex- 
pensive farm machinery. 


“Naturally I was interested in the pros- 
pects for radio sales. The radio industry, 
you know, has for the last four years con- 
centrated on the urban market and for- 
gotten the tremendous purchasing power 
of the rural districts. There are right now 
9,862,637 homes in America, largely rural 
and beyond the services of electric power, 
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which constitute a ‘buying demand’—a 
radio market. 

“While Columbia, upon entering the 
radio set manufacturing business, has 
built a line to meet every demand, it is 
not overlooking that almost untouched 
market in rural sections. And, we are 
not proceeding on the theory that any 
kind of a makeshift set will please the 
rural residents. Our air cell battery set is 
as fine a piece of furniture, as scientifically 
designed musical instrument, mechanic- 
ally perfect in construction, as those built 
for urban homes. 

“I might add that we have sensed a 
growing demand for recorded music, not 
as a rival or competitor to radio but as a 


complement to it. People are welcoming 


a return of worth-while programs to be 
enjoyed when they want them and the 
new Columbia Radiograph is meeting a 
demand that has long existed but has never 


been filled. 


“With this instrument and the new 


long playing records, one may have a little. 


broadcasting station in his home.” 





Leonard Sales Are Up 
RDERS for electric refrigerators, 
received during the first ten days 
of August by the Leonard Re- 
frigerator Company of Detroit and Grand 
Rapids, Michigan, were nearly double 
those represented in shipments made dur- 
ing the entire month of August, 1931. 
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Their volume, between August 1 and 
10, inclusive, was 188 per cent of the total 
number of shipments for the entire month 
last year, it was announced by R. I. Petrie, 
sales manager. 

“This month we have noted a decided 
upturn in our business,” said Mr. Petrie. 
“One stimulant is a national retail sales 
contest now under way.” 


HE Chicago Flexible Shaft Company, 

5600 Roosevelt Road, Chicago, who 

make the “Sunbeam” line of electric 
household appliances, announce an en 
tirely new appliance for the home, the 
Sunbeam Electric Scissors, which will sell 
at $5.00 retail. 

These scissors operate with amazing 
ease and speed, and do away with all dan- 
ger of fraying or pulling the threads of 
delicate fabrics. They follow the lines of 
a printed paper pattern almost automatic’ 
ally, and cut all kinds of materials, from 
the shearest of silks to the heaviest wool 
ens. 

The handpiece is shaped to fit the hand, 
and the blades which do the cutting are 
placed at a distance and in a position 
where there is absolutely no danger of 
the operator cutting himself. There is a 
generous length of cord to permit free 
movement of the scissors, and the blades 
may be renewed when dulled at small 
cost. 
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-ER-O-SLEY 
9 Tube Superheterodynes 





The 
Crosley 
MAYOR 


This 9-tube superheterodyne employs Class ‘‘B” 
amplification using Mercury Vapor Tube—static con- 
trol—the new 2%-volt heater type tubes—tuned 








image suppressor pre-selector—automatic volume con- 
trol—meter tuning—continuous (stepless) tone control 
—illuminated hairline shadow dial with vernier drive 
—manual audio level con- 

trol—full floating moving 00 
coil dynamic speaker. A 

real radio value. Dimen- 

sions: 17% inches high, 

16% inches wide, 9% Comptgte = aes 
inches deep, 








The Crosley CONGRESSMAN 


A 9-tube superheterodyne chest model with dual 
dynamic speakers, one at each end. The front panel 
is walnut overlay on a background of walnut ve- 
neer. The molded edged top is of walnut veneer 
and is hand rubbed. The chassis is the same as is 
used in the Crosley 
MAYOR. Sells at a sen- s 95 
sationally low price. Di- 
mensions: 11 inches high, 


25% inches wide, 11 Complete with Tubes 
inches deep, Tax Paid 


The Crosley SENATOR 


This handsome 9-tube superheterodyne console model 
has a stump walnut over- 
laid front panel arched 
with burl maple. The pil- 
asters are of walnut ve- 
neer and capped with cross- 
matched straight - grained 
walnut veneer. Same chas- 
sis as the Crosley MAYOR. 
Dimensions: 40 inches 
high, 23% inches wide, 
12% inches deep. 


*65°° 


Complete — ) Tubes 











The Crosley LEGISLATOR 


This 9-tube superheterodyne console model uses the 
same chassis as the Cros- 
ley MAYOR. The magni- 
ficently beautiful cabinet 
is of the choicest veneers 
and finest woods. The sen- 
sitivity and selectivity of 
this receiver is remarkable 
and worthyeof the highest 
praise. Dual dynamic 
speakers. Dimensions: 
45% inches high, 26 inch- 
es wide, 14 inches deep. 


*75°° 
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with Full Class “B”’ Amplification 
using Mereury Vapor Tube...are 
SENSATIONAL RADIO VALUES! 


ROSLEY values are now greater than ever before with the 
new 9-tube superheterodynes incorporating Class “B” am- 
plification with Mercury Vapor Tube, at prices that are sensation- 
ally low. This entirely new feature makes possible tremendous 
undistorted volume and eliminates overloading at high power 
peaks and affords astonishingly superior radio performance. 
Other radio refinements such as static control, automatic volume 
control, meter tuning and full dynamic speakers make these 9- 
tube superheterodynes the greatest values in radio today. The 
prices at which these radio marvels sell are amazingly low and 
suit the economy of the times. See your Crosley Distributor to 
learn more about these remarkable 9-tube superheterodynes and 
others of the fast-selling Crosley line. 


oe ReE: 
Pith tit 





Model C-35 Model C-45 Model C-55 
3% cu. ft. NET 4 . ft. NET Ca- 5% cu. ft. NET Capac- 
Capacity. 7 sa. ft. $3950 sang. 9 sq. ft. Shelf $9950 1G. 0% sq. ft. Shelf $] 3950 


Shelf Fay Di- Area. Dimensions: Area. Dimensions : 

mensions: 52”F.0.B. Factories 58%” high, 25%” F.0,B.Factories 53%” "high, 31%” F.0.B. Factories 
high, 24%” wide, Tax Extra wide, 21” deep. Tax Extra wide, 21%” deep. Tax Extra 
20” deep. 

The Crosley Electric Refrigerators at amazingly low prices and with modern, up-to- 
date refrigeration features have from their very introduction attained outstanding suc- 
cess. Housewives and apartment owners everywhere have been high in their praise of 
the Crosley models which meet every refrigeration need and sell at astonishingly low 
prices. See your Crosley Distributor for more details about the Crosley Refrigerators. 


Montana, Wyoming, Colorado, New Mexico and West, prices slightly higher 


THE CROSLEY RADIO CORPORATION 


Home of ‘‘the Nation’s Station” —WLW 
CINCINNATI 


Powel Crosley, Jr., President 


YOU'RE THERE WITH A CROSLEY 


CROSLEY RADtTO 
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JOHN CRERAR LIBRARY” 
CHICAGO 
_ILLENOIS 






































Write your jobber at once 
for the special merchan- 
dising plan on this new 


money-maker. 


triumphs 


.» the 14-Tube DeLuxe Console 


| The easiest-to-sell line in the industry brings out 
a new selling argument—a 14-tube sensation! As 


far ahead in price and performance appeal as you 
expect the leader of the Clarion line to be. What 


| a radio! 








